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3RD QUARTER DEALS

In an even larger buyout, investors CC 
Capital, Cannae Holdings and Thomas H. 
Lee Partners took data and analytics pro-
vider Dun & Bradstreet private in a transac-
tion valued at $6.9 billion.

Deal count totaled 496 in Q3 through 
Sept. 17, with about $82 billion of disclosed 
value for those announced and closed, 
according to Thomson Reuters  data. That 
compares with about 610 transactions and 
$132 billion of value in the year-earlier 
period.

While firms continue to navigate 
through today’s hypercompetitive market 
by averaging down higher deal multiples 
through add-on M&A strategies, sponsor 
behavior also indicates that buyers and sell-
ers recognize the risk of the long economic 
recovery, added Robert Fullerton, global 
head of leveraged-finance investment bank-

ing at Jefferies.
For instance, Fullerton said he’s observed 

a slight bias toward defensive industries like 
industrials and healthcare. He’s also seeing 
more sponsor exits inside of two years: 
“There’s no question sponsors are starting 
to factor a [potential] recession into their 
businesses.”

Others agreed. “It seems like people 
are quicker to pull the trigger on a sale if 
they think they can get a good price,” said 
Fred Lim, a partner in Goodwin Procter’s 
PE group.

One cause for pause that’s seeping into 
diligence, sponsors suggested, is uncertainty 
around trade.

While at Huron deal flow is up 20 per-
cent in 2018 through August, Perkins noted 
the challenging environment as it relates 
to the current administration’s stance on 

tariffs.
“This uncertainty has put a chill on PE 

firms investing in or acquiring businesses 
that do a significant amount of sourcing 
from China,” Perkins said.

“Given the fact a lot of companies are 
predicated on free, international exchange, 
I do think there is probably increasing risk 
that those [assets] could come under some 
sort of pressure,” Olinick agreed.

3i is also scrutinizing any business that 
depends on British or EU trade amid contin-
ued Brexit uncertainty, Olinick noted.

Buyer and seller tactics
Thanks to GPs’ immense appetite for 

quality assets, shortened hold periods 
don’t necessarily mean sellers are lowering 
expectations.

Olinick said that in Q3 he saw a few situ-
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